Tobacco Company 


SENT VIA pouch mail 

March 25, 1996 

R. C. Farmer 
D. P. Fitzgerald 
R. F. Kane 
J. R. Loftin 
J. M. Piscitelli 

L. T. Poole 

P. E. Schmidt 

M. A. Young 



Dave Wilmesher 
Vice President 
Northeast Sales Area 
- 910 - 741-1281 



Subject; Notes/lssuss - Last Few M onths .im portant 


1. Montclair to premium price? Discount 100% at $5.00 per carton? Have you heard 
anything? 

2. Accrual on 1995, if we’re not going to spend, let Don know how much and where 
from so we can take off books. 


3. Carton Contracts - Don't be afraid of Level I. We are overspending in carton outlets. 
Must take a close look at volume breaks. See attached CIV analysis, (exhibit A) 

4. Would like appointments for Maguire and I at Sheetz, Emro, Turkey Hill, already 
have Store 24, Sun, BP, Tedeschi and Cumberland Farms. Roger, Larry and Mark, 
Do you have any you want us to go to? 

i. 

5. Where are our Monarch/Best Value contracts? We’ve just received a hand full? We 
have to have copies of all, so the Savings group can properly track, 

6. Have we eliminated Promotional Specialists? Except for a few, supposed to be 
through by the end of March. Let me know what your plan is, where you stand, how 
you are using those that are remaining. 
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7. Inventory level/out of stock issues - How are we addressing? 

- Do Retail Reps, understand build-to figures? 

- Are we selling extra product to promote/Price Gap? 

- Are we writing extra orders at Direct, to support Pre-books? 

- How do we communicate pre-books to KAM's/AM's so extra orders can be 
written? 

- Have we identified accounts who historically have low stock problems? 

- Do you have a guideline that extra product must be available or RR does not do 
their job? 

- Do extra orders to retail have a reasonable time period so product is there when 
RR makes call? 

- Have we properly trained RR to address low stocks/our of stocks? 

- What are KAM's/AM’s doing about this issue? Attached are some things the 
Cincinnati Region is doing to address. Let me know what you’re doing? (Exhibit 
B) 

8. Chain Goal Setting - What are we doing? Attached are a couple of pages from 
Pittsburgh as a thought process. (Exhibit C) 

9. Need to have representatives check with stores in April on “We Card Program”. 
Normal coverage, simply ask about program...can we help? Ask if store has phone 
number to order materials, supplying number should be our involvement. 

10. Top 50 accounts Nationally - We need to be all over to ensure no cases are missed; 
especially, last 2 weeks of each Quarter. 

11. Do we nee to think differently about Sam’s Wholesale Clubs? If they were 
separated from McLane, they would be our #2 customer Nationally. McLane would 
still be #1. 

12. Stay on top of Wildcatter issue. I just sent a memo recently on this subject. 

13. Outside third party installation must be managed closely. Should only be for big 
sets, mostly carton or OPM’s. We are overspending in-this area YTD. 

14. What does PM pay a Direct Account for packing B4G1F? 

15. PDl - 1st wave orders are light. 2nd wave becoming available. Don, check on this. 


V,■1.^:1 imants iinsf art, i/rtnre/nrwnfinnn 
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16. Walmart - PM Exclusive expires July, 1997. 

Qkjgstiye 

• Adequate space on carton merchandiser. 

• Ability to promote - includes Advertising. 

• What we would then have is Level I. 

- Now at 500 cartons per week from a low of 250. 

- PM has a 58% SOM. 

- Where are we at with Pathmark? 

- Do not allow Walmart to become norm, but must execute what is sold. 

17. Market place performance 

- How are we measuring? Must remove report card/CYA mentality... issue of 
trust/responsibility. Cannot become defensive; i.e., sensitive to issues/discussions. 

- Balance of Head/Heart 

• Observation 

• Experience 

• Knowing the market, balanced with analysis 

Ghawge the strategy... not the numbers. 

Cttfye 

Sincerely, 

0214DW/di 

Attachments 




edu/docs/qrwnOOOO 
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